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Medical Marketing & Media: January —December 


Articles 


ADVERTISING 


Ten Prescriptions for Getting the Most Out of Your 
Agency 

by Warren R. Ross. January, page 16. 

Prognosis: there is a chronic pattern to the problems which 

prevent agencies from being more productive. A regimen 

of therapy. 


Trends in Prescription Drug Advertising 1968-1976 

by Robert A. Freeman, Ph.D., and Robert J. Tonelli, 
M.S. February, page 44. 

Prescription drug advertising in pharmacy journals studied 

for 1968, 1972, and 1976 reveals how the pharmaceutical 

industry adjusted its promotional strategy during those 

years. 


Drug Advertising to Pharmacists: 
Danger and Opportunity 
by Mickey C. Smith, Ph.D. March, page 32. 
The danger: ineffective advertising; the opportunity: 
positive stimulation of good advertising. 


An Overview of Prescription Drug Advertising Content 

by Robert A. Freeman, Ph.D., and Robert J. Tonelli, 
M.S. March, page 28. 

Continuing along the same lines as their article in the 

February issue, the authors probed the emotional appeals 

of prescription drug advertisements particularly geared to 

pharmacists. 


Winners of First Annual Triangle Awards 

April, page 54. 

A picture story of advertising creative excellence which 
appeared in Medical World News during 1978. 


Are the Differences in the Cost/Effectiveness of 
Journal Ads Really Significant? 

by George M. Naimark, Ph.D. June, page 26. 

Some very intriguing disparities turn up by calculating cost 

per interested reader. 


For information on reprints of articles at $2.25 each, contact Navillus 
Publishing Corp., Box 4790, Stamford, CT 06907 (203) 322-3478. 





Modern Medicine’s 1979 Aesculapius Awards 
June, page 28. 
Winning ads from this year’s Readex study. 


The Issue of ‘‘Conflict’’” — Agencies’ and 
Companies’ Points of View 
A roundtable with moderator Robert Gouterman and 
panelists Thomas Beckett, McKay Collette, Irwin 
Gerson, John Kallir, and Robert Rauf. September, 
page 32. 
Three company and three agency executives discuss their 
views on what is considered a ‘‘conflict,’’ and whether 
there is an emotional factor involved in the minds of those 
who determine conflict. 


AUDIOVISUAL MEDIA 


How to Produce a Sound/Slide Show (and you 
don’t need Hollywood) 
by Robert K. Reid. May, page 37. 
With a little guidance and a few tricks you can utilize your 
own staff to put together a successful presentation. 


CONTINUING MEDICAL EDUCATION 


Continuing Medical Education: Challenge and 
Opportunity for Healthcare Marketers 

by Douglas J. Filler. February, page 30. 

To what extent can healthcare marketers assist the prac- 

titioner to meet his growing CME obligations? 


The Physician’s Role in Pharmaceutical 

Sales Education 
by Michael J. Napoliello, M.D. March, page 21. 
The company physician can help develop a successful sales 
education program that both fulfills the needs of the 
physician/consumer and meets the new demands of 
government. 


Industry’s Role in Continuing Medical Education: 

Is It Good for Doctors, for Industry, for the Public? 
by Robert K. Richards, Ph.D., John Rogers, Thomas 
Beckett, and William Felch, M.D. October, page 47. 
Based on a seminar sponsored by KPR/Infor Media, and 
moderated by president Warren R. Ross, representatives 
from academia, industry, and the medical profession 

present their views on CME. 
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COMPUTER USAGE 


The Computer in Medicine 

by John A. Guerrieri Jr., B.S., M.B.A. January, page 28. 
Computer technology, according to the author, should be 
leaning toward the development of medical applications 
that transcend the capability of practical human action, not 
just transfer the activity from humans to machines. 


DETAILING 


Let’s Talk Marketing 
Conversations With a Detailperson — Part Il 
by David Labson. February, page 16. 


Detailing in the Hospital Market 

by Leonard Reis. April, page 38. 

Frustrating job situations confront hospital detail repre- 
sentatives. In a Resident and Staff Physician mail survey 
these conditions emphasize the importance of journal ad- 
vertising to the hospital market. 


How Good Are Sales Representatives As Field Testers 
of Sales Promotion Materials? 

by Edward Roseman, Ph.D. June, page 40. 

It’s tough to be a salesman and researcher at the same 

time. 


A New Measurement of Salesforce Effectiveness — 
The ACE Approach 

by W. L. Milton, B.Sc. Pharm., M.P.S. July, page 20. 

A: allocation of sales time; C: calls, total made in a 

given time period; E: efficiency, expertise of salesmen 

when face to face with prospects. 


The Pharmaceutical Sales Representative — 
Opinions and Observations 
with introduction and summary by Phillip Altamore and 
Donald O'Neill. August, page 28. 
A group of five discuss their profession and the biggest 
handicaps detailmen face. 


Tapping a Natural Resource 

by Alan Caruba. October, page 63. 

An economic and successful alternative to the pharma- 
ceutical sales representative — the freelance detailperson. 


Curing the Cold Call 

by Steven Wasser. November, page 51. 

To keep a salesforce from going stale, separate the 
prospecting system from the selling activity. 


GENERAL INTEREST 


Speaking out... 
What Physicians Invest In 
by David M. McCarty. February, page 2. 
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Motivation: A State of Mind (Yours or 
Someone Else’s) 
by Leonard Berlow, M.S. April, page 42. 
Are people motivated by money or madness? A tongue- 
in-cheek article with insight. 


Speaking out... 
The Power of Positive Press Relations 
by Aaron D. Cushman. November, page 16. 


GOVERNMENT/LEGISLATION 


Comparative Medicaid Drug Cost Control Experiences 

by Lon H. Kennard, M.B.A., M.P.H., and W. Gerald 
Platt, Ph.D. March, page 38. 

The objective in implementing Medicaid is to control the 

price component of cost increases while monitoring the 

quality and parameters within which the quantity com- 

ponent increases. An analysis of controls used. 


Speaking out... 
by Paul Chusid. March, page 4. 


The History and Real Cost of Good Laboratory 
Practices Regulations 

by Erik Spitzbarth, M.B.A., and §. Kenneth Burnell, 
Ph.D. May, page 40. 

Lack of communication and mutual mistrust between in- 

dustry and Government was the problem. 


Forces and Direction of Drug Product 
Selection Legislation 
by Jesse E. Stewart, Ph.D. June, page 32. 
Some insight into the generic drug market, its direction, 
and probable impact on the overall prescription market. 


Speaking out... 
The Ship Called America 
by Robert F. Dee. June, page 2. 


The Ohio Generic Product Selection Law: 
Influence on Pharmacy Practice 
by Robert H. Hunter, Ph.D. July, page 33. 
Dramatic changes in pharmacy practice did not occur as 
anticipated after legislation was passed. 


Speaking out... . 
by C. Joseph Stetler. July, page 8. 


Economic Consequences of the Maximum Allowable 
Cost Program to the Entire Profession of Pharmacy 

by Stephen H. Paul, Ph.D. August, page 19. 

Our government by regulation can create or destroy viable 

marketplaces by minimizing the competitive medical 

marketing environment. 


Speaking out... 
The Cobbler’s Dilemma 
by Marion Murphy Levy. September, page 6. 
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Perspectives on Government Regulations Affecting 
the Pharmaceutical Industry: The Pharmaceutical 
Perspective 
by William E. Woods. December, page 15. 
The Federal Government appears to have concluded that 
the free market in drugs is no longer in the national inter- 
est; is convinced that, left to themselves, the professions 
will be self-interested and will not compete as they ought 
to; and assumes the drug industry, pharmacists, physi- 
cians, and hospitals are currently taking the consumer for a 
ride. 


HOSPITAL MARKET 


Speaking out... 
The Role of R&D in the Hospital Device and 
Supply Industry 

by Bernard A. Shoor. August, page 12. 


The Hospital Market: Its Growth and the Future 

by Richard M. Dudley and Robert A. Brouwer. September, 
page 24. 

One of the major growth segments of the healthcare in- 

dustry, the key to the market’s growth may well lie in 

awareness and adaptation to legislative trends and the 

changes in patterns of healthcare delivery. 


INTERNATIONAL MARKET 


Innovations in International Pharmaceutical 
Marketing — the Introduction of Tagamet 

by Wayne Woodrow. January, page 11. 

What made the launching of Tagamet for ulcer disease one 

of the most successful in drug marketing? How the com- 

pany approached critical marketing challenges in the 

product’s international introduction. 


The Canadian Pharmaceutical Industry: 
A Different Perspective 
by Richard J. Meadows. June, page 43. 
‘‘The Canadian pharmaceutical industry operates in a 
peculiar milieu. It deserves a ‘better shake.’ ”’ 


Is There a Drug Lag in Europe? 

by Paul de Haen. July, page 15. 

Excerpted and summarized from the book, ‘‘Current 
Topics in Drug Therapeutics,’’ published by Elsevier 
North-Holland. 


MANAGEMENT 


Launching a Self-Development Program 

by Edward Roseman, Ph.D. February, page 34. 
Questions and answers analyze the problems of manage- 
ment along with personal potential to manage. 
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Looking for New Products? Consider ‘‘Services’’ 

by Theodore R. Tyson. January, page 33. 

The United States pharmaceutical and medical products 
industry, no longer the leader in supplying the overall 
needs of healthcare providers, has ignored the market 
potential and profitability of contracted services. 


Pharmaceutical/Medical Products and 
Positioning Research 
by Martin R. Lautman, Ph.D. February, page 42. 
To maximize a product’s acceptance, marketers should 
determine the worth of that product to the physician. 


Viewpoint — Marketing Research 
Keeping Market Research Firms ‘‘Competitive ”’ 
by Thomas N. Thurman. March, page 2. 


Pharmaceutical Marketing: Who Will Crack the Whip? 
by Irving Rubin, R.Ph. May, page 50. 

Two key points: ‘‘When we enter the political or legislative 
arena, we have to be right — by being patient-oriented; 
and we have to have might — by being politically- 
oriented.’ 


Viewpoint — Marketing Research 
Marketing Research Overseas 
by Thomas N. Thurman. June, page 10. 


Medical Marketing Techniques of the ’60s Will 
Be Obsolete in the 1980s 
by David Cohn. August, page 52. 
Marketing strategies must change to compete with the 
demands of the more aggressive, stronger marketplace. 


Marketing the Mature Product 

by Edward Roseman, Ph.D. September, page 60. 

Even though a product may go off patent, mature products 
should get the special attention they deserve to continue 
past profitability. 


Viewpoint — Marketing Research 
How Do You Measure Marketing Efficiency? 
by Thomas N. Thurman. September, page 16. 


Speaking out... 
Marketing in a Generic Environment 
by Frederick N. Dibble. October, page 12. 


Marketing in a Generic Environment: 
A Pharmacist’s View 
by Joseph L. Fink Ill, B.S. Pharm., J.D. October, page 
40. 
Previous approaches to marketing and promoting phar- 
maceuticals have become outmoded because of the 





increasing role of the pharmacist in the drug product 
selection process. 


Ten Dos and Don’ts for Gathering Primary 

Marketing Research Data 
by Thomas A. Miller, R.Ph. November, page 54. 
Telephone interviewing may not be the only solution for 
every marketing research problem. Basic rules explain how 
the healthcare marketer can better understand, utilize, 
and obtain primary data. 


Viewpoint — Marketing Research 
Proposals for Outside Research 
Should Be Written and Complete 

by Thomas N. Thurman. December, page 8. 


MEDIA 


Three Steps for Evaluating Journals in the 

Lab Market 
by Mark K. Dresden Jr. January, page 24. 
In order to evaluate any journal as a vehicle for a manu- 
facturer’s message, there should be a clear definition of the 
Target Audience for that message. Specifics directed at 
journals in the laboratory field. 


A Circulation/Advertising Interaction Model for 
Publishers 

by Heidi F. Magnuson. February, page 19. 

Formulas and procedures that may help publishing 

management determine circulation/advertising cost inter- 

relationships. 


Trends in Physician Reading Habits 

by David Labson. April, page 48. 

Using Focus as its source, this is the first annual report 
on reading habits by physician specialty, classification of 
journal, reading thoroughness and frequency, and multi- 
specialty vs. specialty journals. 


An Overview of Overall Quality Perception 
in Medical Journals 
by Robert M. Schumer. May, page 19. 
Total journal quality is the missing link in readership/ 
exposure studies. 


Some Considerations in Media Selection for 
Biomedical Marketers 

by Jerry R. Goldsmith. July, page 31. 

The author applies the four elements of communication to 

the specific needs of biomedical marketers. 


Consumer Magazines Are My Competition 

by A. E. Woolley, Ph.D. September, page 19. 

With the deluge of magazines competing for the reader’s 
valuable time, the editorial director of Lab World gives his 
philosophy for gaining reader attention. 





How to Get Your Message Across to Doctors 

by Howard R. Lewis. December, page 26. 

Repeat the message, make it personal, authoritative, and 
knowledgeable. Author expands on these points as essen- 
tials to reaching physician/readers. 


MEDICAL EQUIPMENT INDUSTRY 


The Burgeoning Clinical Diagnostics Market 

by Clyde E. Ham. July, page 27. 

Who supplies the supplier? The market is growing so fast 
some major manufacturers may have trouble meeting all of 
their customers’ requirements. 


The Diagnostic Industry 

Government and the Industry 
by L. Dale Kirkbride, Ph.D. December, page 21. 
The industry is entering a new phase in its growth cycle 
with a new partner — the Government. 

The Future of Diagnostics Marketing 
by Dennis J. Holland Jr. December, page 24. 
With increasing demands for diagnostic products, testing 
in medical procedures becomes essential to effective mar- 
keting. 


PHARMACEUTICAL INDUSTRY 


Speaking out... 
by Karl D. Bays. January, page 6. 


Home Health Care: An idea whose time has come, 
once again 

by Ronald E. Rosenberg. March, page 44. 

The Upjohn Company has made an effort to accommodate 

a growing trend by offering less expensive and alternative 

approaches to caring for the ill at home. 


Speaking out... 
by Jerrold M. Hirschberg. April, page 4. 


Health Care, Drugs, and Index Numbers 
by Robert J. DeSalvo, Ph.D. May, page 24. 
Author uses the Consumer Price Index and Wholesale 
Price Index to provide insight into the part drugs play in 
the rate and direction of medical care costs. 


Pharmaceuticals: Rethinking Our Business 

by Barrie G. James. June, page 19. 

The shift in the basic underpinnings of the industry, the 
industry’s interactions with its market, and its attitudes to 
its business — these must determine the industry’s 
response to changing circumstances. 


Small Companies — Can They Compete? 


by Reginald W. Rhein Jr. August, page 47. 
Examination of two companies who have not only 
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managed to keep their heads above water but have 
prospered in today’s hostile surroundings. 


Economic Competition in the Ethical 

Pharmaceutical Industry 
by Douglas L. Cocks, Ph.D. October, page 21. 
Economist Cocks points out that, ‘‘in the broadest possible 
terms, the industry is workably competitive.’’ 


Drug Industry Financial Analysis 1979 
and Forecast 1980 
A roundtable with moderator Michael Harshbarger and 
participants David Lothson, David MacCallum, Nelson 
Schneider, and James Tullis. November, page 23. 
This year’s panel discussed: ‘“Tagamania,’’ what weight a 
single drug success has on investor interest; the role of 
merger and acquisition as determinants in the market; 
what the future holds for the pharmaceutical industry. 


Speaking out. . . 
The Future of the Pharmaceutical 
Industry in the 1980s 

by Paul E. Freiman, R.Ph. December, page 2. 


PRESCRIBING/PRESCRIPTIONS 


Annual Albany College of Pharmacy 
Prescription Survey 

by Rinaldo V. DeNuzzo, B.S., M.S., 
page 15. 


F.A.C.A. April, 


Along with a record high level of generic prescribing, the 
23rd annual ACP survey reveals that retail and wholesale 
prescription prices climbed to record levels, profit margins 
returned to previously established norms for Medicaid pre- 
scriptions; and once again Valium was the most frequently 
prescribed drug. 


Speaking out... 
Brand vs. Generic Drugs 
by Francis A. Davis, M.D. May, page 4. 


The Physician’s Drug Adoption Process Re: 

Product Risk 
by George Kleinman. November, page 46. 
The manner in which physicians adopt drugs may well be 
based on their perceived risk of the drug. Author explains 
how to individualize the promotional mix for the optimal 
adoption of low and high risk drugs. 


RESEARCH AND DEVELOPMENT 


Product Innovation — A Cause for Concern? 

by Alan H. Sheppard, B.Sc., Ph.D. October, page 30. 
Since it is government, acting on behalf of society, that 
has undermined the industry’s ability to carry out research, 
it must be government that provides a realistic alternative. 








ALTAMORE, PHILLIP. ‘‘The 
Pharmaceutical Sales Representative 
— Opinions and Observations,’’ in- 
troduction and summary with Donald 
O’Neill, August, page 28. 


BAYS, KARL D. ‘‘Speaking out 
. .”” January, page 6. 


BECKETT, THOMAS. ‘‘The Issue 
of ‘Conflict’ — Agencies’ and Com- 
panies’ Points of View,’’ with McKay 
Collette, Irwin Gerson, Robert 
Gouterman, John Kallir, and Robert 
Rauf. September, page 32. 

‘*Industry’s Role in Continuing 
Medical Education: Is It Good for 
Doctors, for Industry, for the Pub- 
lic?’’ with William Felch, M.D., 
Robert K. Richards, Ph.D., and John 
Rogers. October, page 47. 


BERLOW, LEONARD, M.S. 
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dustry Financial Analysis 1979 and 
Forecast 1980,’’ with Michael Harsh- 
barger, David Lothson, David Mac- 


Callum, and James Tullis. November, 
page 23. 


SCHUMER, ROBERT M. ‘‘An 
Overview of Overall Quality Percep- 
tion in Medical Journals.’’ May, page 
19. 


SHEPPARD, ALAN H., B.Sc., 
Ph.D. ‘‘Product Innovation — A 
Cause for Concern?’’ October, page 
30. 


SHOOR, BERNARD A. ‘‘Speaking 
out . . . The Role of R&D in the 
Hospital Device and Supply Indus- 
try.’’ August, page 12. 


SMITH, MICKEY C., Ph.D. 
‘‘Drug Advertising to Pharmacists: 
Danger and Opportunity.’’ March, 
page 32. 


SPITZBARTH, ERIK, M.B.A. 
‘The History and Real Cost of Good 
Laboratory Practices Regulations,’’ 
with S. Kenneth Burnell, Ph.D. May, 
page 40. 


STETLER, C. JOSEPH. ‘‘Speaking 
out. . .”’ July, page 8. 


STEWART, JESSE E., Ph.D. 
‘Forces and Direction of Drug Prod- 
uct Selection Legislation.’’ June, page 
32. 


THURMAN, THOMAS N. ‘‘View- 
point — Marketing Research: Keep- 
ing Market Research Firms ‘Competi- 
tive.’’’ March, page 2. 

‘*‘Viewpoint — Marketing Re- 
search: Marketing Research Over- 
seas.’”’ June, page 10. 

‘*‘Viewpoint — Marketing Re- 
search: How Do You Measure Mar- 
keting Efficiency?’’ September, page 
16. 

‘‘Viewpoint — Marketing Re- 
search: Proposals for Outside Re- 
search Should Be Written and Com- 
plete.’’ December, page 8. 


TONELLI, ROBERT J., M.S. 
‘*Trends in Prescription Drug Adver- 
tising 1968—1976,’’ with Robert A. 
Freeman, Ph.D. February, page 44. 
‘*An Overview of Prescription 
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g CORPORATE 
MARKETING OPPORTUNITIES 
Domestic & International 


Qualified candidates are needed 
ethical 
drugs...devices...diagnostics... 
medical supplies and equipment. 


now in several areas ... 


* General Management 

+ Marketing Management 
* Sales Management 

* Product Development 

* Market Research 

* Medical Copy Writers 


Annual . 


Drug Advertising Content,’’ with 
Robert A. Freeman, Ph.D. March, 
page 28. 


TULLIS, JAMES. ‘‘Drug Industry 
Financial Analysis 1979 and Forecast 
1980,’’ with Michael Harshbarger, 
David Lothson, David MacCallum, 
and Nelson Schneider. November, 
page 23. 


for New Products? Consider ‘Serv- 
ices.’’’ January, page 33. 


WASSER, STEVEN. ‘‘Curing the 
Cold Call.’’ November, page 51. 


WOODROW, WAYNE. ‘‘Innova- 
tions in International Pharmaceutical 
Marketing — the Introduction of 
Tagamet.’’ January, page 11. 


TURNER, RICHARD J., Ph.D. 
‘*Prescription for Thought.’’ January, 
page 8; February, page 10; March, 
page 14; April, page 8; May, page 8; 
June, page 16; July, page 12; August, 


Our Clients pay all fees. Send 
resume( including salary require- 
ment and language fluency) in 
confidence to Walter K. Wilkins, 
Sr. V.P. (pharmaceuticals), or J. 
Richard Capatch, V.P. (devices/ 


WOODS, WILLIAM E. ‘‘Perspec- 
tives on Government Regulations Af- 
fecting the Pharmaceutical Industry: 
The Pharmaceutical Perspective.’’ 
December, page 15. 





diagnostics) 


snw 


SAMPSON, NEILL & WILKINS INC 


First in Executive Search For The Health Industries 





543 VALLEY RD 


JPPER MONTCLAIR, NEW JERSEY 07043 


| (201) 783-9600 








Market Research 
Manager 


We are offering an opportuni- 
ty to join a company growing 
at 30% per year because we 
have good products and good 
people. We manufacture and 
market filtration and medical 
diagnostic products. Our cus- 
tomers are medical and indus- 
trial laboratories. 


If you have a technical degree 
or technical experience and a 
business degree, and you have 
experience doing market re- 
search in technical areas, you 
may be the person for the job. 
Reporting to the Director of 
Marketing you will be directly 
involved with Product Manage- 
ment, Sales Management, 
R&D, etc. Salary negotiable for 
the right candidate. 


Send resumes to 
(No phone calls): 


Director of Marketing 
Laboratory Division 
Gelman Sciences, Inc. 
600 S. Wagner Road 
Ann Arbor, MI 48106 
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page 4; November, page 8. 
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A. M. MacKinnon named to the 
newly created position of president 
and chief operating officer, CIBA- 
Geigy Corporation; Richard Kogan 
named president of the Pharmaceuti- 
cals division, succeeding Mr. Mac- 
Kinnon, effective January 1980. Mr. 
Kogan, also named a corporate vice- 
president, served as a vice-president 
of the division, and, until recently 
was president of the Canadian phar- 
maceuticals operation for nearly three 
years. These appointments are part of 
a realignment ‘‘designed to enhance 
the ability of CIBA-Geigy to guide its 


MacKinnon Kogan 


WOOLLEY, A. E., Ph.D. *‘Con- 
sumer Magazines Are My Competi- 
tion.’’ September, page 19. 


major business activities with a com- 
prehensive knowledge of oppor- 
tunities in the United States market- 
place.’’ Under the realignment, Otto 
Sturzenegger, Ph.D., continues as 
chairman and chief executive officer 
of the United States corporation. The 
corporation’s five operating units — 
Pharmaceuticals and Plastics and 
Additives, Agricultural, Airwick In- 
dustries, Dyestuffs and Chemicals, as 
well as a new planning and analysis 
department — will all report to Mr. 
MacKinnon. Max Wilhelm, Ph.D., 
was made vice-president, research and 
development, and a member of the 
management committee, Pharmaceu- 
ticals division. 
J 

Alan E. Woltz, president of LRC 
North America, Inc. has been elected 
chief operating officer and chairman 
of the executive committee of the par- 
ent company, LRC International Ltd.. 
U.K. Mr. Woltz will be responsible 


Sturzenegger Woitz 





